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Entrepreneurs and small businesses are an integral part of economic d&eld~m&t~ Y In 
the last twenty years efforts to promote entrepreneurs, and the small business se&in 
general, have resulted in the creation of a range of small business 6aining courq$/or 
enterprise development programmes. But as this article suggests .$here is’no 
universally accepted model, and different institutions including universities, technical 
colleges and enterprise agencies provide a variety of entrepreneurship or small business 
training courses. These programmes are designed to motivate potential entrepreneurs, 
raise awareness of entrepreneurship generally, and help promote an entrepreneurial 
culture. Other programmes try to remove barriers and constraints to business success 
by providing managerial and technical skills, and helping entrepreneurs prepare a 
viable business plan. 
1. INTRODUCTION 
With the recognition of the important role of entrepreneurs and small business in 
economic growth and job creation there is increased investment in small business, self- 
employment and entrepreneurship training programmes. Entrepreneurial small 
businesses are seen by governments and policy makers as a way of generating income, 
creating jobs, utilizing local resources, and promoting balance development. They are 
also seen as a seed bed for new initiatives and innovations, and a mechanism to 
redistribute wealth and opportunity within the local community. Moreover the variety 
of different, but often essential, services and products that such businesses provide 
underlines their valuable role in our everyday life. 
There are a variety of terms to describe a small business; they include: micro- 
enterprise, income generating activity, small-scale enterprise, cottage industry, and 
small and medium scale enterprise, to name but a few. Researchers, policy makers, 
and trainers all have their own definitions depending on the economic environment, 
culture or their government’s legal definition. The “small business spectrum” varies 
from micro enterprises employing only one person or part-time family members 
(Levitsky, 1989), to the suggestion that for most researchers and trainers a “small 
business is generally considered to employ no more than 500 persons and to have sales 
less than US$ 20 millions” (d’ Amboise & Muldowney, 1988). 
Similarly there is an unresolved debate as to how to define entrepreneurship, or identify 
the key characteristics of an entrepreneur (Chell, 1991). This diversity of terms and 
definitions can be the cause of much confusion for trainers trying to apply or adapt 
different small business training materials to the particular needs of an individual 
entrepreneur. But for the purposes of this article an entrepreneur is “someone who 
organizes, manages, and assumes the risks of a small business or small-scale 
enterprise ” . 
This article reviews the different models of enterprise training, identifies the range of 
institutions providing such training, and examines the factors that influence the design 
of these programmes. The article concludes by suggesting that enterprise trainers will 
have to be more innovative and responsive if they are to design programmes that are 
both clearly targetted, cost-effective, and appropriate to the local culture. The trend 
could therefore be for more customized personal training programmes geared to the 
specific business needs of an individual entrepreneur. 
2. MODELS OF SMALL BUSINESS TRAINING 
There is no universally accepted model of small business training, and there are a 
variety of different approaches and methodologies. In general these training 
programmes are designed to either motivate potential entrepreneurs, change attitudes 
towards entrepreneurship; or to provide entrepreneurs with key “missing ingredients” 
(e.g. skills, self-confidence, or a viable business plan) whose ommission act as a 
barrier or constraint to business success. 
Small business training courses, or Enterprise Development Programmes, as they are 
sometimes called, either focus on these issues individually or attempt to integrate them 
together in a comprehensive package. Programmes are therefore designed, either 
separately or inclusively, to: 1) promote business awareness and an enterprise culture; 
2) develop entrepreneurs and entrepreneurial traits; 3) teach business management 
skills or technical competencies; and 4) help develop a viable business plan and 
provide counselling, advice or assistance. 
2.1 Tbe Promotion of Business Awareness and an Enterprise Culture. 
This approach uses awareness training to encourage groups or individuals, hitherto 
suspicious or unaware of the value of entrepreneurial small businesses, to appreciate 
and understand the benefits’ of becoming involved in income generating activities or 
running their own business. The objective is to raise awareness, overcome cultural 
inhibitions, and generally promote an entrepreneurial culture. 
As Alan Gibb suggests this training is geared towards inculcating a set of values, 
attitudes and beliefs which reinforces aspirations towards self-reliance and independent 
economic and social effort. He proposes that this can be achieved by generating 
positive images of entrepreneurship by using successful role models, developing 
entrepreneurial attributes appropriate to the local culture and community, familiarizing 
the participants with the small business sector and the managerial process, and 
accessing local business networks (Gibb, 1987). 
2.2 The Creation of Entrepreneurs and Entrepreneurial Attributes 
This is commonly associated with Achievement Motivation Training (AMT), and can 
be defined as classroom activities specifically designed to develop entrepreneurial 
attitudes. Such training is based on the belief that entrepreneurial attributes can be 
identified in an individual trainee, developed and encouraged. The theoretical basis 
for AMT programmes is David McClelland’s research in the 1960s which suggested 
that entrepreneurial behaviour is associated with a high N. Ach measure, which gives 
some indication of need to achieve (McClelland and Winter 1969). 
McClelland’s original work in identifying the need for achievement as a dominant 
motive fostering economic development led to the establishment of a range of AMT 
programmes in many Third World countries. In India, for instance, these included the 
Entrepreneurial Motivation Training Centres in Assam and the Entrepreneurship 
Development Institute in Gujarat. Debate as to the universal applicability of AMT 
programmes also generated a body of research into the effectiveness and cross cultural 
applicability of this approach in India, Malawi and Ecuador. This research by 
McClelland and McBer Associates resulted in the identification of the key Personal 
Entrepreneurial Characteristics (PECs) that were most useful for detecting and 
strengthening entrepreneurial potential. These PECs included initiative, persistence, 
risk taking, efficiency, concern for quality, degree of commitment, etc. 
AMT programmes help identify and develop entrepreneurial traits (or PEC’s) within a 
potential entrepreneur by creating personal awareness, generating self-confidence, 
establishing personal goals, and designing strategies with which to achieve them. 
AMT programmes are commonly built around creativity exercises, group discussions, 
questionnaires, and self-assessment exercises (e.g. the ring toss test). These 
programmes have been criticised for being based on inconclusive research, and 
inherently selective. They are seen as being culturally inappropriate as they are based 
on western perceptions of individuality and entrepreneurship, and for not being 
demonstrably m.ore cost-effective in producing entrepreneurs than other types of small 
business training (Harper, 1989; Romijn, 1989). 
2.3 Technical or Managerial Skills Training 
However useful AMT programmes may be in encouraging potential entrepreneurs they 
can only be seen as a precursor to basic skills training. As a result small business 
trainers are increasingly integrating entrepreneurial training with technical education 
and management training. 
The teaching of small business management skills such as book-keeping, costing, 
pricing, marketing and selling is commonly done though class based sessions, lectures, 
problem-based exercises and case studies, videos and interactive computer 
programmes. There is also a wide range of training materials and textbooks to support 
such lessons; for example, the IL0 sponsored “Improve Your Business” series, or 
distance learning packages such as the UK’s Open University “Small Business 
Programme” with 24 modules of tapes and videos. In the United States, the Ohio 
State University’s Program for Acquiring Competence in Entrepreneurship; (PACE) 
has an eighteen competency modular programme which includes material on developing 
such skills as “Dealing with Legal Issues”, “Managing Customer Credit” and 
“Protecting the Business”. 
There is a growing recognition of the need to incorporate entrepreneurship and small 
business training into technical and vocational courses offered by local technical 
colleges or specialist development agencies and NGOs. Agencies such as the 
Intermediate Technology Development Group, CARE, or Technoserve have a well 
established expertise in incorporating self-employment with skills training in such fields 
as sewing, welding, carpentry, and horticulture. This depth of experience is reflected 
in the number of training manuals and reference books published by Intermediate 
Technology Publications in London. 
However efforts to incorporate and embed enterprise training in technical courses have 
proved to be problematic. This is partly because of staff resistance and over-stretched 
timetables, but also the shortage of skilled staff and training materials, and the lack of a 
national curriculum and support at a policy level. The Commonwealth Secretariat in 
recognition of these difficulties commissioned research in this area, and consequently 
published “Designing Entrepreneurial Skills Development Programmes; A Resource 
Book for Technical and Vocational Institutions”. This provides a step by step guide to 
the process of adding entrepreneurship programmes to technical college curricula, and 
how best to marry entrepreneurial skills with technical training (Rao, 1990). Similarly 
the Colombo Plan Staff College based in Manila has run a series of regional workshops 
for TVE teachers in Entrepreneurial Development throughout the Asia-Pacific region 
designed to change the attitude of policy makers and encourage the introduction of new 
programmes in local Technical Colleges 
2.4 Business Plan Development 
This action learning approach is built around the process of planning, starting and 
running a viable business, in particular helping entrepreneurs to prepare their own 
business plans or strategies for growth. The business planning process ensures that 
entrepreneurs use market research, creativity exercises and opportunity assessment 
measures to plan their business and assess the demand for their product or service in the 
local market. The business plan also includes detailed cash flow forecasts, market 
projections, and operational strategies. The key to the success of this training 
approach is that the plan must be prepared by the trainees themselves and not by 
outside specialists. 
Training courses built around the business plan are increasingly the norm, instead of 
merely functional skills based programmes. Virtually all the training offered by the 
more than 300 local Enterprise Agencies and 80 regional Training and Enterprise 
Councils in the UK use the business plan preparation approach. Trainees can also 
attend specialist lectures, participate in case-study or problem-based exercises, have 
individual counselling sessions, and can use workbooks such as “The Business Plan 
Workbook” (Barrow, 1992). A key aspect of this approach is that the 
trainer/facilitator helps to link the potential entrepreneur into a network of contacts, 
customers, banks, and other support services. 
The personalized nature of this approach is reinforced by individual counselling 
sessions and mentoring. The role of the small business trainer as facilitator and 
counsellor is one that is receiving greater attention. The European Centre for the 
Development of Vocational Training (CEDEFOP) based in Berlin has published guides 
to competencies for small business trainers and counsellors. In the United States there 
are specialist academic qualifications for business counsellors; while in the UK a 
professional body, the Institute of Business Counsellors, was established, and business 
development agencies like Business in the Community sponsor specialist training for 
business counsellors. 
In general the move towards action learning, business planning and individual 
counselling reflects a shift in emphasis from what Gibb described as “traditional” 
classroom based training to a more “entrepreneurial” process-based approach (Gibb, 
1990). However, the critics of this approach are concerned at its inherent selectivity 
and elitism, and question the appropriateness of the length, scheduling and content of 
such programmes (Curran and Stanworth, 1989). They also question the cost of the 
individual counselling needed to meet the needs of each participant, and the lack of 
evidence justifying its high per unit costs, particularly in those programmes offering 
start-up training for inexperienced potential entrepreneurs or self-employed craftsmen 
with an uncertain future. 
Faced with this criticism, and as a result of a growing demand from entrepreneurial 
owner-managers, there is pressure to establish programmes geared specifically to the 
needs of “growth businesses” which have an established track record and have more 
chance of success. As a result a number of European business schools, including 
Bocconi, Cranfield, and Lyons, have introduced Business Growth Programmes for 
entreprenurial owner-managers or those running established family businesses. Such 
programmes focus on the strategic and managerial issues that help entrepreneurs move 
their business through the “bottleneck” from a small to a medium-sized operation. The 
motivation behind these programmes is to help the entrepreneur/owner to overcome the 
difficulties arising from their failure to adapt and delegate, or change their management 
styles and strategies to meet the demands of an expanding business. Business Growth 
Programmes take the participants through the various stages of growth, help them 
undertake in-depth analysis of their own business and a review of their strategic 
options, and support them in the preparation of a three year business plan for growth. 
Although these four different approaches to small business training have been reviewed 
separately they are commonly amalgamated into an integrated Enterprise Development 
Programme. However the current trend is to target the awareness and AMT 
programmes on disadvantaged or special-needs groups, whilst the more selective skills 
training and business planning programmes are geared to the needs of entrepreneurs 
with potential and ability. 
3. INSTITUTIONS AND AGENCIES 
There is an immense range of institutions and agencies offering small business training. 
These include: academic institutions, technological colleges, schools, enterprise 
agencies and NGOs or community development agencies. 
3.1 Universities 
Universities around the world now include entrepreneurship and small business subjects 
in their degree courses. In the United States the number of such degree courses 
doubled between 1980 and 1990; in 1989 there were 93 Professors of Entrepreneurship 
and 39 Research Centres (Plaschka and Welsch, 1990). The pattern has been repeated 
elsewhere. In the UK most universities offer small businesses courses, and for 
instance, Stirling University offers an MSc Degree in Entrepreneurship, and the 
Cranfield School of Management MBA Degree includes eight small business electives. 
Since 1985 Cranfield has also run a Graduate Enterprise Programme for recent 
graduates who intend to start their own business. 
However, the research by Plaschka and Welsch in the United States has highlighted the 
difficulties of marrying academic education to the practical training needs of 
entrepreneurs. There is criticism that university staff are too rooted in theoretical or 
quantitative research to be able to design relevant courses appropriate to the practical 
needs of the small business sector. Vice versa Universities are suspicious of 
entrepreneurship and small business as an academic subject, because of its lack of a 
theoretical base, the relatively uncritical nature of its research, and the lack of 
experienced, qualified academic staff in the field. There is also the concern that 
business school faculty historically have a bias towards the organizational and 
managerial needs of large corporations which is reflected in staff appointments and 
research financing (Plaschka & Welsch, 1990) 
To counter this trend a number of universities have established specialist research 
centres, for example Baylor and Babson in the United States; Cranfield, Durham, 
Kingston and Stirling in the UK; the Witwatersrand’s Centre for Developing Business 
in Johannesburg; the Entrepreneurship Development Centre of the Nanyang 
Technology University in Singapore; and the University of the Philippines Institute for 
Small Scale Industry in Manila. Researchers have also established associations and 
research networks, such as the Japanese Association for Small Business Studies or the 
European Foundation for Entrepreneurial Research. 
3.2 Technical Colleges 
Technical colleges, community colleges and vocational education institutions provide 
many different types of small business training. These include: intensive competency 
based training that links self-,employment with technical skills (e.g.. the Project Case 
Work approach to technician training offered at Lopburi Technical Institute, Thailand); 
specialist short courses for a clearly defined target group (e.g.. Vancouver Community 
College’s course for self-employed clowns and actors); modular or sandwich courses 
that are component parts of national vocational qualifications (e.g.. the BTEC 
Certificates in the UK). 
Other programmes are designed as an integral part of government initiatives to train the 
unemployed, for example, Ivoerksoetterydelsem in Denmark. This scheme was 
established in 1985 to help the young unemployed to develop their self-employment 
skills through special courses offered at local technical and commercial colleges. In 
Japan the government has sponsored adult enterprise training through the Small 
Business Corporation which has six Small Business Colleges located throughout the 
country. International technology programmes also exist such as those offered by the 
Asia Institute of Technology in Bangkok or Technonet Asia in Singapore which are 
engaged in training and the transfer of enterprise-related technical knowledge 
throughout South East Asia. 
The other area of rapid expansion has been training for high-tech entrepreneurs, who 
are commonly involved in running computer, electronics or bio-technology companies. 
Many of these programmes are part of an integrated package of training and research 
that links technical colleges with a local industrial or science park. In India, for 
example, the National Science and Technology Entrepreneurship Development Board 
was established in 1982 to encourage high-tech entrepreneurs and promote contact with 
local technical colleges and universities. This in turn led to the development of close 
ties between these institutions and the Science and Technology Entrepreneur’s Parks 
(STEPS), which were established in each state as a seed bed for high-tech 
entrepreneurs. 
3.3 Schools 
Enterprise training is an increasingly accepted part of the school curriculum in such 
different countries as Malaysia, the UK and the United States; either as a stand alone 
subject or integrated with economics, mathematics, or liberal studies courses. In 
Malaysia the Life-long Entrepreneurship Education Model invisages entrepreneurship 
education to be imbedded at an early age in the national curriculum. In the UK the 
Durham University Business School has published an imaginative and practical set of 
enterprise training materials for use with fourteen to sixteen year olds in secondary 
schools. 
Loucks in a detailed review of enterprise education in US schools describes how at the 
primary level it consists of courses designed to raise pupils’ awareness of the market 
economy, the role of small business in the economy and simple business simulation 
exercises. At the secondary level there are more experimental and practical courses in 
owning and operating a small business, or running school based businesses (e.g. school 
shops, photocopying services, etc.). There is also the Junior Achievement Programme 
which is a national programme that is run in conjunction with local entrepreneurs to 
help groups of school children start and run their own businesses (Loucks, 1988). 
3.4 NGOs and Community Development Agencies. 
The growing role of non-profit agencies, non-government organisations (NGO) and 
development agencies in promoting sustainable economic development has meant that 
an increasing number of agencies are involved in running training courses for income 
generating projects and micro-enterpreneurs. In the developing world these include 
both international agencies (e.g. CARE or Action Aid) and a wide range of local 
NGOs. Many of these local agencies have become leading practitioners in the field, 
for example, BRAC and the Grameen Bank in Bangladesh, Triple Trust and FEED in 
South Africa, Sarvodaya in Sri Lanka and Carvajal Foundation in Colombia and 
ACCION throughout Latin America. While in the industrialised world national 
programmes such as the Foundation for Enterprise Development in Hungary, the 
Princes Trust in the UK, and HETADI in Hawaii exist to promote entT;e~#&@hip in 
the local community. 
The trend is for these institutions to sponsor programmes that have 
are geared to the needs of a clearly identifiable group. Thus, for exa 
range of programmes offered by NGOs and international agencies to train women 
entrepreneurs. These include: international programmes (e.g.. the Commonwealth’s 
Entrepreneurial Skills for Young Women Programme); courses for women in the 
formal business sector (e.g. the New Enterprising Women Programme in Karachi); or 
community based training programmes (e.g. BACAWA’s Programme for solo mother’s 
and ex-prostitutes in Dar es Salaam). A similar diversity of programmes can be found 
even for such a disadvantaged group as refugees. These include long-term UNHCR 
sponsored programmes in Afghanistan or Thailand, emergency programmes such as the 
Quick Impact Projects Programmes (QIP) for returning refugees in Nicaragua, or the 
Refugee Enterprise Development Projects established in the refugee camps of Somalia. 
There has also been heavy investment by agencies to develop entrepreneurship in rural 
communities. There has been dramatic growth in the developing world in non-farm 
enterprise programmes such as those sponsored in India by the National Bank for 
Agricultural and Rural Development (NABARD). These help encourage rural labour 
to shift away from their dependency on subsistence seasonal farming to year round cash 
based economic activities (e.g. food processing, equipment maintenance, weaving, 
blacksmithying). In Europe, motivated by the European Community and the Common 
Agricultural Policy, the focus is on giving farmers the skills to help them diversify 
from farming, and help them make more profitable use of land, buildings and capital. 
They are encouraged to start farm-based businesses such riding schools or ice cream 
making, or to turn unused buildings into mini industrial estates. To promote this in 
Britain the National Farmer’s Union has sponsored the Venture Cash Programme to 
provide specialist non-farm enterprise training to British farmers. 
But unfortunately the evidence suggests that apart from some specialist agencies, many 
NGOs, aid agencies, or charities are ill equipped to be involved in enterprise 
development work (Hailey & Westborg, 1991). Few of their staff have any business 
experience and many harbour anti-business sentiments. They have ideological concerns 
at supporting individualistic profit-orientated enterprises which they see as conflicting 
with the socially-oriented objectives of their development work. Many NGOs 
therefore see enterprise development as an extension of their welfare work, geared 
towards poverty alleviation or employment generation, rather than promoting individual 
entrepreneurs or creating profitable businesses. Moreover, recent research by 
Robinson which evaluated the impact and effectiveness of NGOs involved in skills 
training and other enterprise development activities for the rural poor suggests that the 
evidence as to whether NGOs involved in enterprise development have a comparative 
advantage over government departments or other development agencies is weak and 
patchy. However, he did conclude that given appropriate resources and strategic 
support NGOs could have a major role to play in training and promoting micro- 
entrepreneurs in the developing world (Robinson, 1992). 
4. FACTORS INFLUENCING PROGRAMME DESIGN 
Apart from the confusion caused by the uncertainty as to how best to define a small 
business described at the beginning of this article a number of other factors influence 
programme design. Experience suggests that small business training can only be 
effective if it is clearly targeted on a particular group of participants (women, school 
leavers, etc.) or type of small business. Also that clear selection criteria must be 
established, and training objectives clearly and concisely defined. 
Other issues influencing the effectiveness of small business training include the 
structure and culture of the training institution, the character of the trainers themselves 
and their willingness to measure the long-term benefits of their training. For example, 
one of the first major evaluations of small business programmes in the developing 
world, the USAID funded PISCES study, suggested that successful programmes were 
characterised by having adapted to the needs of those they served and adjusting to the 
level of skills and knowledge of the local community (Ashe, 1981). Later studies 
reflect similar findings. Harper identified four characteristics common to successful 
programmes: 1) none of the programmes was run by a government institution; 2) 
minimal use was made of “foreign” experts and maximum use of local staff; 3) the 
programmes stayed small and resisted the temptation to grow larger; 4) the people 
who ran the programme shared many of the features, culture and experience of the 
entrepreneurs they were trying to help (Harper, 1987). 
A study by Manu and Gibb of over fifty different programmes in thirty different 
countries suggested that the most effective programmes were the ones “closest to small- 
scale enterprises with respect to the people, structures and processes employed” (Manu 
& Gibb, 1990). This study highlighted the importance of the need to employ trainers 
who could identify and communicate with local entrepreneurs, and who had an 
understanding of the local small business community and market environment. 
Gibb also argues that in order to best bridge the gap between trainer and entrepreneur, 
trainers need to adopt an “entrepreneurial” approach to training rather than the 
traditional “conventional” approach. He argues that small business trainers in the past 
had been ill equipped to meet the needs of most entrepreneurs and should concentrate 
on: 1). delivery rather than content; 2). being facilitators rather than experts handing 
down knowledge; 3). emphasising practice not theory, “know how” and “know who”, 
rather than “know that”; 4). ensuring that mistakes are not looked down upon, but 
learnt from instead; and 5). adopting a multidisciplinary approach rather than a 
functional focus (Gibb, 1990). 
In the past training programmes have suffered because of attempts to monitor and 
evaluate them have focused on measuring inputs (resources used, staff involved, or 
range of programmes offered), or merely assessing participants response to the quality 
and applicability of the training (post-course evaluation forms, interviews, etc.). 
These measures have been a useful indicator for funders as to how their funds were 
spent, and as a tool with which to improve the quality and enjoyment of existing 
programmes. 
However, faced with increasing questions as to the cost-effectiveness of small business 
training in the 1980s efforts have been made to measure the output and long term 
benefits of such training. These evaluation exercises commonly measure the number 
of businesses started after the training, their survival rate, and economic indicators like 
the profits and sales generated, the number of jobs created or preserved. Complex 
equations and cost benefit analysis have been used to measure real returns on training, 
their per participant costs, and their long-term economic benefits. 
The experience of many micro-enterprise programmes in Latin America suggest that 
integrated programmes which provide both credit, training and technical assistance 
have little long term impact, and that they should focus instead on removing major 
“bottle-necks” to growth, or provide the key “missing ingredient” (commonly finance 
or credit). Faced with this evidence the minimalist perspective has gained a degree of 
credence. Judith Tendler was an early advocate of minimalist programmes “which 
operate in a narrow focus, supplyin, * credit and no other form of assistance”. Her 
research suggests that fully integrated programmes, which include small business 
training, have higher unit costs and place excessive demands on the managerial skills of 
local staff, and as a consequence rarely succeed in meeting the needs of a large number 
of clients (Tendler, 1989). 
For similar reasons Harper argues that much small business training has a limited role 
to play in developing micro-enterprises. In particular he singles out Achievement 
Motivation Training or programmes intended to develop “entrepreneurial motivation or 
behaviour” as being the least valuable form of training. Partly because there are 
already sufficient entrepreneurs with the potential and motivation to pursue their 
business ambitions, and partly because the funds used would have more impact if they 
were invested in a credit programme that provided much needed finance to the local 
business community (Harper, 1989). However, these conclusions were based on 
research into training programmes designed for entrepreneurs running micro-enterprises 
in the informal sector, and that more recent research by Harper suggests that such 
programmes can be relatively cost-effective if they are geared to the needs of local 
entrepreneurs who run larger formal sector businesses .
Despite these qualifications advocates of the “minimalist” perspective have played an 
important role questioning long held beliefs as to the value of training, and articulating 
concern at the growth of, what they refer to as, “trainingism”. A term used to 
describe the growth in the number of small business training courses, and an 
exaggerated belief in their value to entrepreneurs as a panacea to solve all ills. 
This debate about the value and cost-effectiveness of small business training 
programmes has its roots in aid funded programmes in the developing world. 
However, throughout the industrialized world enterprise trainers are also faced with 
funding cutbacks, and having to justify the value of their programmes to secure future 
funding. Typical of their response are the longitudinal evaluation surveys undertaken 
by Robert Brown into the value of the Graduate Enterprise Programme in Britain. This 
study measured the total cost of the programme between 1985 and 1990 (f970,000), 
against the number of jobs created (531) and cumulative profits generated (f 1.3m) 
(Brown, 1992). 
With the growing pressure to ensure that small business training is cost effective and 
sustainable, trainers are having to spend more time, and therefore money, following up 
trainees, and devising longitudinal studies to assess the cost-benefit of their training. 
This in turn has provoked a debate as to how best to measure the wider social benefits 
of such training. The social benefits of enterprise training include: changing attitudes 
and empowering individual entrepreneurs, creating an enterprise culture which fosters 
greater self-sufficiency and economic autonomy, and helping to establish viable 
businesses that provide goods and services to local communities. Such social cost 
benefit analysis is still in its infancy, but it can be expected that small business trainers 
will soon include social auditing as a tool with which to justify the long term benefits 
of their programmes. 
In the future because of these concerns more emphasis will be placed on identifying and 
understanding the characteristics of effective training programmes. Research by 
Loucks suggests the key characteristics of any successful small business training 
programme were that they should: 1) have precise objectives and be focused on a 
clearly identifiable target group; 2) be driven by clients and the markets, not by the 
trainers or the agency; 3) have effective monitoring and evaluation procedures that 
measure outputs and assess long-term cost benefits; and 4) be based on the business 
planning process whereby “prospective entrepreneurs are subjected to the discipline of 
collecting, analysing, presenting, defending and promoting all aspects of what is 
necessary to start and operate the business“ (Loucks 1988). 
5. CONCLUSION 
Based on the growing body of research evidence, as well as the practical experience of 
enterprise developers, it is expected that small business programmes will become more 
selective and geared to the needs of specific target groups; and for the formal training 
components to be more compact and focused, with more emphasis instead on action 
learning, attachments, business planning, and on-going counselling support. Trainers 
will have to be more results orientated, concerned about their cost-effectiveness and the 
sustainability of their programmes. Furthermore, like any other service provider, they 
will have to become more innovative and responsive to the needs of their customers 
(who in the past were called trainees) by offering flexible schedules, appropriate 
locations, and a menu of different methodologies and delivery mechanisms. 
As a consequence small business trainers in the future will not just be found in colleges 
and enterprise agencies but also in a variety of unexpected institutions: schools, 
rehabilitation hospitals, job centres, banks, charities, development agencies, and local 
community centres. Moreover, one of the major challenge for the next generation of 
trainers will be to design courses and materials appropriate to the needs of ex- 
communist countries of Eastern Europe, Russia, and the socialist economies of Angola, 
Cuba, North Korea, Vietnam, and China. 
The trend will be for selective, customized, and even personal training programmes 
designed to meet the needs of individual entrepreneurs. Enterprise awareness training 
will continue to be of value for introducing the basic concepts, as well as motivating 
and raising awareness amongst disadvantaged or special-needs groups; while process- 
based skills training and business planning, supported by on-going counselling, will be 
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